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New York State Sales Tax 


Places Extra 
Automobile 


Burden on 
Retail Outlets 


Levy to Be Based on Retail Selling Price, Including 


Freight Charges an 
lected at 


d Federal Tax Col- 


Factories 


New York, April 26.—A direct blow to automobile sales 
in New York state is seen in the inclusion of automobile | 


retailing organizations under 
which will become effective M 
tax is placed directly on the 
which at the present time is u 
cent. Federal manufacturers’ 
under the new tax on the bas 
by the state. 

The additional tax burden on au- 
tomobile retailers could not have 
come at a more inopportune time. | 
The selling season this year has 
been retarded by a number of cir- 
cumstances, banking moratoriums, | 
bad weather and what not. A real | 
bulge has been anticipated during | 
May which would be likely to carry | 
well into summer, Just what effect 
the sales tax will have in this re- | 
gard is still to be seen, but at least 
it presents just 1 per cent. more 
sales resistance than dealers would 
normally have had to face. 

Harry G. Bragg, general manager 
of the Automobile Merchants Asso- 
ciation of New York, today issued 


a bulletin giving as much detail on | 
the application of the new tax as | 
The bulletin is as follows: | 


possible. 

“On April 20, Gov. Lehman ap- 
proved the bill imposing a 1 per 
cent, tax upon receipts from the 
Sale of tangible personal property at 
retail. This law goes into effect 
May 1, and is to remain in effect 
until June 30, 1934. 

“The following digest of the im- 
portant provisions of the bill has 
been prepared in order that all of 
our members may know as soon as 
possible the requirements. 

“The term ‘receipts’ is defined as 
‘the total amount of the sale price 
of tangible personal property sold 
at retail in this state, valued in 
nioney, whether received in money 


(Continued on Page 2) 


PREDICT $6 BOOST 
IN FINISHED STEEL 


New York, April 26.—Contracts for | 
the delivery of finished steel in the 
third Quarter are likely to be made 
at substantially higher prices than 
those now prevailing, according to 
the steel trade. Advances of as much 
as $6 a ton or more are expected, 
says the New York Daily Invest- 
ment News. 

Recent events in the steel industry 
have made higher prices for finished 
products inevitable unless there is a 
quick turnabout in the trend of 
things, the trade believes. Pig iron 
and steel scrap quotations have ad- 
vanced sharply in the past month 
or so. 

Prices of raw materials going into 
the manufacture of steel have 
recorded material strength and in- 
creased buying of the finished prod- 
uct is coming into the market. The 
automobile business had gone ahead 
faster than had been anticipated. 

Most of the steel requirements for 
the second quarter have been con- 
tracted for and in some instances 
consumers have tried to obtain third 
quarter commitments at present 
prices. They have been unsuccess- 
ful for the most part, however, and 
are confronted with the necessity 
of paying: more. 


is that they are already taxed 
.- aioe 


'N. A.D. A. TO OPEN 


the new 1 per cent. sales tax 
ay 1. Under this measure the 
retail selling price of the car 
nderstood to include the 3 per 
tax. Motor fuels are exempt 


DRIVE TO MOBILIZE 
NATION'S DEALERS 





St. Louis, Mo., April 26.—A great- 
and more 


unanimous activity 
among the mem- 
bership than ever 


| er 


tory of the Na- 
tional Automobile 
Dealers Associa- 
tion is am impor- 
tant objective just 
announced by 
President F. W. A. 
Vesper. An un- 
orecedented mo- 
y bilization of the 
| F. W. A. Vesper car dealership of 
| the country to meet not only its re- 
sponsibilities but its own needs is 
President Vesper’s announced step 
in the creation of a greater power 
than the association has ever before 
brought into the field. 

“Today brings into the foreground 
| issues which involve the very life 
j}and future of every man in the 
business of marketing automobiles,” 
says President Vesper. “On the the- 
ory that the mass of the dealers 
iknow what is needed, and want it 
fenough to go to work for it, the 
;members are going to tell us, in 
}the order of importance, the proj- 
ects the association should under- 
take. | 

“A questionnaire has just been 
| mailed to all members, giving them 
|the opportunity to select the proj- 
ects that, as they see it, need first | 
attention. When these question- 
naires are returned it is proposed 





(Continued on Page 3) 


STUDEBAKER PROMOTES 
_—— WHITTAKER IN N.Y. 


New York, April 26.—The Stude- 
baker Sales Corporation of America | 
announces the ap- 
pointment of C. K. 
Whittaker as gen- 
eral sales manager 
of the New York 
area, Mr. Whitta- 
ker, who has been 
active in Stude- 
baker sales for the 
past thirteen years, 
has been retail 
branch manager 
aaa . = C. K. Whittaker 
and has been largely responsible for 
the remarkably successful sales yec- 
ord that Studebaker has shown dur- 








‘efore in the his- | 


|} by over $600,000. 
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5 Cents. $12 Per Year. 


Electric Output Gains Reflect 
Improved Industrial Activity 


WILLYS RECEIVERS 
ALLOWED TO BUILD 
1,600 MODEL 77 CARS 


Toledo, O., April 26.—Receivers for 
the Willys Overland Company yes- 
terday were given authority by Fed- 
eral Judge George P. Hahn here to 
complete the manufacture of ap- 
proximately 1,600 automobiles of the 
model 77 type. ? 





L, A. Miller 


J. N. Willys 


Employment for about 500 addi- 


| authority was granted in an order 
| signed by the judge following a 
meeting of the company’s Creditors. 
Definite announcement was 
made that creditors have agreed to 
the order, although it was under- 
stood they would offer no objec- 
tions. The application had been 
filed Monday by the receivers, John 


is reported to have left for New 
York on a mission believed to be in 


connection with the sales of these 
cars. 


GRAHAM CAN PROFIT 
ON 14,000 OUTPUT 
UNDER NEW PROGRAM 





Detroit, April 26.—Graham-Paige | 


Motors Corporation came through 
the first quarter, a period beset with 
innumerable operating difficulties, 
with a comparatively small loss. 
Ever since the decline in auto- 
mobile sales set in the management 
has been engaged in a program 
of expense reduction. How well they 
succeeded is indicated by a state- 


that operations will cross the profit 
line this year on sales volume of 
14,000 cars. 
nual volume of 40,000 cars would 
have been necessary to Show a profit. 
He says: 

“On sales of 15,000 cars a year 
we should be able to show a small 
profit and improve our cash position 
If sales went be- 


yond this point earnings would 
mount up rapidly. 
“Even without improvement in 


| . ” s 
| general business,” he said, “I see no 


reason why we should not expect 
a minimum volume this year of 12,- 
000 to 15,000 cars. In view of- the 
improved outlook sales easily could 
exceed these figures. We are be- 
ginning to get orders from terri- 
tories in the South and West that 
we have not heard from for several 
years. We will ship 1,000 cars this 
month.” 

The banking holiday, particularly 





ing that period. « 

E. T. Bailly succeeds Mr. Whitta- 
ker as retail sales manager. For the 
past two years Mr. Bailly has been 


(Continued on Page 3) 


the protracted difficulties in Mich- 
igan, Seriously affected operations in 
the first quarter. Shipments totaled 
2,907 cars, and net loss for the pe- 
riod was $86,696 after all charges. 


—~<e> 


tional men is expected to result. This | 


not | 


N. Willys and L. A. Miller. Mr. Miller | 


ment of J. B. Graham, president, | 


Three years ago an an- | 





Automotive Sections Only 3.6% Behind Week Ended 
April 22, Last Year; Atlantic Seaboard and 


| New England State Have Increase 


New York, April 26.—Th 
| activity in general throughout 


latest returns on consumption 


WORLD CO-OPERATION 
KEYNOTE AT FOREIGN 
| TRADE CONVENTION 


By NORMAN L. PARK 


Pittsburgh, April 26.—An eager- 
ness to begin a movement toward 


note to be sounded today by James 
A. Farrell, former president of the 
United States Steel Corporation, in 
|opening the twentieth annual for- 
leign trade convention here before 
|1,000 representatives of American 
| companies which carry on commerce 
| with nations across the seas. 

Problems to be discussed are the 
|same as those which President 
Roosevelt and his advisers are plac- 
ing and will place before represen- 
tatives of forty-two countries in- 
vited to Washington, and the air at 


this Pittsburgh convention is heavy | 


with discussion of the gold embargo, 
inflation and the developments re- 
|ported hourly from the White House. | 

A topic to be discussed which will 
be of wide interest to automobile | 
builders will concern the effect | 
| which going off the gold standard by 
the United States will have upon 
}competition between American car | 
| manufacturers and those of foreign 
countries. Since France, Holland, 
Switzerland and Belgium were the | 
|only leading countries remaining on | 
the gold standard during the last | 
|few months, American car builders 
}experienced severe difficulties com- 
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PLYMOUTH NEWSPAPER | 
AD DRIVE ON TODAY 


Detroit, April 26.—The newspaper 
advertising campaign on the two 
new Plymouth 
lines is scheduled 
to start today in 
more than 1,000 


tions of the coun- 
try. It is under- | 
stood that large ad 
copy of the pho- 
tographic variety 
will be used. 
In the mean-| 
time, before the 
| H.G. Moock advertising cam- | 
| paign has been launched, orders for 








world trade recovery was the key- | 


papers in all sec- | 


e increasing rate of industrial 
the United States and in the 


automotive industry in particular is clearly shown in the 


of electrical power, covering 
the week ended April 22. 
The returns from the central in- 
dustrial region, the territory bound- 
ed by Buffalo, N. Y., Pittsburgh, 
Cincinnatti, St. Louis and Milwaukee 
are particularly interesting to the 
automotive industry, because this 
area includes the bulk of automo- 
tive manufacture, the Detroit dis- 
trict included. For the week ended 
April 22 the consumption of elec- 
trical current in this area was 3 6-10 
per cent. under that of the same 
week in 1932, according to the Eai- 
son Electric Institute. This com- 
pares with a drop in the week end- 
ing April 15 of 6 3-10 and is the 
smallest decrease under last year 
to be registered during 1933. 
The electrical output for the en- 


| 


itire country for the week ended 
April 22, was only 2.6 per cent. from 
the same week in 1932. This is 


ithe lowest rate of decline recorded 
since 1931. The output in the At- 
'lantic Seaboard states showed an in- 
crease of 0.1 per cent. over the same 
| week n 1932 while the New Englend 
|states showed a gain of 1.1 per 
cent, over the previous year. Meas- 
ured on this basis industrial activity 
on the Pacific Coast would be the 
lowest with the electrical output off 
6.4 per cent, from the same week 
last year. 

The following table shows the de- 
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WHOLESALE GROUP 
TO SUPPORT SHOW 
OF PARTS MAKERS 


Chicago, April 26. — Members of 
the Motor and Equipment Wholesal- 
ers’ Association have just been noti- 
fied that the parent organization 
will give this year’s national auto- 
motive exposition of the Motor and 
Equipment Manufacturers’ Associa- 
tion “its complete support and co- 
operation in every way possible in 
providing for the industry a trade 
exhibition that will do justice to the 
interests of the entire trade.” 

The dnnouncement to that effec! 


(Continued on Page 3) 


MARCH AUTOMOTIVE 
EXPORTS UP SHARPLY 


Washington, April 26.—A little 
over a half million dollar gain in 





| the new Plymouths, both standard 
|and de luxe, have poured in so that 
the plant is working full speed 
ahead. Harry Moock estimated that 
April production would run between 
18,000 and 20,000, but the actual fig- 
ure may even surpass this, though 
no official suggestion of this has 
Deen made. 

Walter Chrysler has sent a letter 
to all dealers handling Plymouth, 
stating: “It is up to us as manu- 
| facturers and it is up to our dealers 
to show the public how much good 
sense there is in buying today, and 
it’s up to the buyers to look into 
} What the dollar will buy today.” 





exports of automotive products dur- 
ing March as compared with Febru- 
ary is announced today by the De- 
partment of Commerce. While no 
breakdown of units was published 
the figures showed automotive ex- 
ports in March totaling $7,188,692, 
as compared with $6,620,379 in Feb- 
ruary this year. March exports in 
1932 totaled $9,999,388. 

The increase in March over 
February was said to be largely due 
to a greater demand for miscel- 
laneous automotive products exports 
of which increased by 40 per cent. 
over February. 
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| FINANCIAL NEWS SPARKS from DETROIT 


STUDEBAKER 





Jersey City, N. J., April 26.—The 
Studebaker Corporation stockholders 


De Palma Honored 
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N. Y. Sales Tax Places 


Burden on Dealers 


(Continued from Page 1) 


or otherwise, including all receipts, 
cash, credits and property of any 
kind or nature, and also any amount 
for which credit is allowed by the 


seller to the purchaser, without any 
deduction therefrom on account of 


the cost of the property sold, the 
cost of materials used, labor or serv- 


ice cost, interest or discount paid, 
Or any other expense whatsoever, 
from the sale of tangible personal 
property at retail in this state...’ 
except receipts from the sales of 
food products and receipts from the 
sale of motor fuels upon which a 
tax is imposed pursuant to Article 
12-A of the Tax Law, and from 
sale of gas, steam and water. 

“We asked the Tax Commission 
whether this sales tax should be 
computed on an amount which 
would include the freight, where car 
is sold f. o. b. factory, and whether 
manufacturers’ tax should also be 
considered as part of the selling 
price, and the commission has ad- 
vised us that both of these items 
must be considered as part of the 
selling price and the tax of 1 per 
cent. paid thereon, as well as upon 
all of the balance of the total retail 
Sales price. 

“The tax of 1. per cent. upon the 
receipts from the sales is imposed 
‘for the privilege of selling tangible 
personal property at retail,’ and is 


payable ‘in addition to any and all | fije with the Tax Commission a re- 


other taxes.’ If the sales are made 


under a contract entered into prior | 


to May 1 fixing the sale price ‘the 
seller may add the tax imposed by 
this article to the sale price and col- 
lect it from the vendee. No person 
engaged in the business of selling 
tangible personal property at retail 
shall advertise or hold out to the 


public, in any manner directly or 
indirectly, that the tax imposed by 
this article is not considered as an 
element in the price to the con- 
sumer. The Tax Commission may 
provide by regulation that receipts 
from sales on the installment plan 
under conditional contracts of sale 
may be reported as of the dates 
when the payments become due .. .’ 
Such a regulation and other admin- 
istrative regulations will probably be 
issued very promptly by the Tax 
Commission. 

“It is provided that in the event 
‘the contract of sale has been can- 
celed and/or the goods returned’ 
and the tax has been paid, there 
Shall be a credit of the amount of 
the tax against future tax liability 
of the seller. 

“If the seller has receipts of less 
than $1,250 for any quarter-year 
period, the entire amount of such 
receipts is exempt from the tax. 
If his receipts for a quarter are be- 
tween $1,250 and $2,500, the amount 
of the exemption is determined by 
deducting from $1,250 the differ- 
ence between the amount of such 
receipts and the sum of $1,250. If 
the seller has receipis exceeding 
$2,500 for any quarter, no portion 
thereof shall be exempt. Records 
must be kept of all receipts and 
preserved for three years. Every 
person selling tangible personal 
property at retail in this state shall 


turn of his receipts for the two 
months ending June 30 and for 
each quarter thereafter within 
thirty days from the expiration of 
the period covered thereby, such re- 
ports to be on forms to be pre- 
scribed by the commission, and the 
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*Tiie American 
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$275 up F.O.B. Factory 


Write for details about non-conflicting and valuable franchise 


American Austin Car Co., Inc., Butler, Pa. 





proved an increase in authorized | 
common stock to 3,125,000 shares a. 
from 2,500,000. Directors were au- Car Radios 
thorized to make the company’s 6 ** * 
per cent. notes convertible into com- : 
mon stock at the rate of one share Grant Hamilton Back 
of common for each $25 principal | } D} ae 
amount of notes held. } ixon Scores 

J. M, Studebaker, 3d, was elected 


a director to succeed A. G. Bean. 
Mr. Bean, who is president of White 
Motor Company and a receiver of 


Studebaker Corporation, 


resigned 


his position as director, along with 


the other two receivers. 


Frederick S. Fish, chairman, said 
that the corporation's cash balance 


. “We did not have a cent 


in cash when the receivers took 
charge,” he said. “We have held our 
organization together. We are sell- 
ing cars beyond our expectations. 


The 


corporation currently owes 


about $4,000,000 in unsecured bank 


loans.” 
GENERAL MOTORS 


New York, April 26.—General Mo- 
tors Corporation earned 11 cents a 


| share in the first quarter of 1933, 


compared with earnings of 17 cents 
a share in the first quarter of 1932. 
Net sales of the corporation, exclud- 
ing inter-company and inter-divi- 


sional transactions, 
$120,000,163 in the 1933 period, com- 


amounted to 


pared with $149,663,716 for the 1932 


period. 

Net earnings amounted to $6,870,- 
007, including equities in the un- 
divided profits or the losses of sub- 
sidiary and affiliated companies not 
consolidated. This compares with 
earnings of $9,673,027 in the first 
quarter of 1932. After deducting 
dividends of $2,294,930 on the pre- 
ferred stock, there remained $4,575,- 
077 for the common stock. 

At the annual meeting of stock- 
holders of the corporation held at 
Wilmington yesterday, directors were 
re-elected for the ensuing year. 


LINK BELT 

Chicago, April 26.—Link Belt and 
subsidiaries report for the quarter 
ended March 31 net loss of $205,672 
after depreciation, taxes, etc., com- 
paring with net loss of $174,809 in 
the first quarter of 1932. Sales to- 
taled $1,419,246, against $1,812,759. 


HOUDAILLE HERSHEY 

Detroit, April 26——Houdaille 
Hershey reports for the quarter end- 
ed March 31 loss of $218,435 after 
interest, depreciation, etc., but be- 
fore making provisions for dividends 
on Class A stock of its subsidiary, 
Muskegon Motor Specialties. This 
compares with loss in the 1932 first 
quarter of $225,592 after taxes and 
charges, but before Class A divi- 
dends of Muskegon Motor Spe- 
cialties. 


WILCOX RICH 
Detroit, April 26—Wilcox Rich, 
subsidiary of Eaton Manufacturing 
Company, reports for the quarter 
ended March 31 deficit of $23,203 
after Federal taxes and dividends on 





only slightly less, or $16,729,368, while 


Class A shares, comparing with sur- 
plus of $42,483 in the first quarter 
of 1932. 


SHERWIN-WILLIAMS 


New York, April 26.—Sherwin- 
Williams has omitted the dividend 
on the $25 common shares due at 
this time. It paid 25 cents Feb- 
ruary 15. 


RUBBER EXCHANGE 

New York, April 26.—The election 
of three new members to the Rub- 
ber Exchange of New York. Inc., was 
announced yesterday. They are 
Richard F. Babcock of Winthrop, 
Mitchell & Co.; Clarence H. Green- 
wald and Theodore 8S. Watson of 
Watson & White, Mr. Babcock and 
Mr. Watson are partners in their re- 
spective Stock Exchange firms. 


U. S. STEEL 

New York, April 26.—United States 
Steel Corporation, in its report 
covering the first quarter of 1933, is- 
sued yesterday afternoon, showed 
net loss of $16,730,271, after depreci- 
ation, depletion, interest, etc., the 
largest loss reported in any quarter 
of the corporation’s history. Net loss 
for the fourth quarter of 1932 was 
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Chris Sinsabaugh 


Detroit Editor 








or DE PALMA gives Joe Brandenburg of Chicago 
credit for starting him out as a race driver. Campbell 
had wrapped the Allen-Kingston, Briarcliffe Cup entry, 
around a telegraph pole in practice and the company found 
itself without a driver on the eve of the Westchesteh county, 
N. Y., road race. Brandenburg, then a parts manufacturer 
and selling stuff to Allen-Kingston, suggested that De Palma, 
then a mechanic, be given a chance because he knew all 
about the car. 

Riding with De Palma in this race as his mechanic, al- 
though he was an engineer, was E. V. Rippingille, now vice- 
president of General Motors Research Laboratories and also 
chairman of the Detroit section of the Society of Automotive 
Engineers. The car capsized into Armonk Creek and that 
was that. But the Briarcliffe gave De Palma his start as a 
race driver. e . * 

ALL THAT WAS TWENTY-FIVE YEARS AGO and 
last Sunday night Frank P. Book, who in the old days backed 
many of De Palma’s racing ventures, made it possible to 
properly celebrate the anniversary by acting as host of a 
dinner given at the Book-Cadillac. 

We gentlemen of the old school had a chance to get 
real sentimental, for both Ralph and Rip were there in the 
flesh, reunited after all these years. An so was Louis 
Chevrolet, grizzled veteran, no longer a friendly enemy as 
was the case in the days when he and De Palma battled for 
racing -honors, but a veteran only too willing in his retire- 
ment to renew his racing youth with the former champion. 


"TWAS A SMALL PARTY—-sorta select, if you get 
what I mean—just old friends of De Palma’s. In the en- 
semble gathered around De Palma, Rippingille and Chevro- 
let, were State Senator Chet Howell, himself a race promoter, 
who did the toastmasting; Mein Host Frank Book, W. D. 
Edenburn, member of the A. A. A. Contest Board; Col. W. 
S. Gilbreath and Franklin Acker Thompson of the Auto- 
mobile Club of Michigan; C. B. White, vice-president of the 
White Star Refining Company; Kent Sagendorph, who has 
written “Wide Open,” a book on De Palma’s racing career 
which will be out at the Indianapolis race; Bud Shaver, 
sports editor of the Detroit Times, who writes such a clever 
column and who qualified through having worked in the 
plants of Timken and Maxwell before he became a newspaper 
man: Charles S. Crawford, former Cole engineer and who 
handled the engineering of the German Opel for General 
Motors, and this writer. 


€ + ~ 

A SCREEN TYPE AERIAL is now built into the top 
of all Pontiac, Oldsmobile and Buick models, making possible 
the installation of radio. Announcement of this fact gives 
A. H. Bartsch, B-O-P’s parts and service manager, an oppor- 
tunity to digress a bit on the opposition of public officials 
who contend that a radio in a car takes the driver’s mind off 
the operation of the automobile and causes accidents. 

“This has proven to be false,” says Bartsch. “One of 
the distractions in a car is the conversation of the person or 
persons riding with the driver. The radio automatically 
shuts out this distraction. The second distraction is the 
subconscious wanderings of the driver’s thoughts. The 
radio entertainment shuts out these wandering thoughts 
through concentration of the subconscious mind on the enter- 
tainment, with the result that most of the conscious faculties 
are focused on driving. Exhaustive tests have pointed con- 
clusively to the fact that radio in a car actually slows down 
speeding.” 


+ * oo 
GRANT HAMILTON, who was media director for eight 
years when Austin Bement had the Packard account, has 
hooked up with a new advertising agency just getting under 
way as its secretary. It’s Martin, Inc., in the Fox Theater 





‘Building in Detroit, with Frank V. Martin as president. 


Emanuel G. Frank, formerly of Fecheimer, Frank & Spedden, 
is vice-president. Nothing automotive on the books yet, but 
a big brewery account has been secured, 


OUR MOTOR COLONY is agog and twittering over the 
feat of one of us—A. E. Dixon of the staff of Joe Scoloro, 
publishers’ representative. Dixon made a hole in one at the 
Oakland Hills golf course Sunday, and, what’s more, he called 
his shot. On a 136-yard hole he had drapped a ball within 
six feet of the cup. Kidded by his companions, he asked for a 
“mulligan,” or extra shot, promising he would hole the ball 
in one. He did. 
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let us get it ready for publication. 


you commissions. 
Dealers read this page. 


This department is devoted to th 
sion of the industry. Salesmen, th 

Daily News wants you to get something from this department that will 
help you in your work on the firing line. 
your own experiences, success, failures to help your brother salesmen. 


may help another salesman to make sales or avoid errors that cost 
Give us the benefit of your reactions on 


these problems that affect the work) of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 





interests of the retail sales divi- 
is your department. Automotive 
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PERSONAL CONTACTS NECESSARY 
REQUISITE FOR SUCCESS 





By Roger Burlingame 


“Once a customer always 
Charles F. Jung, for six years 
baker in Cincinnati and for th 


a customer,” is the slogan of 
a leading salesman for Stude- 
e last year associated with the 


has. Schiear Motor Car Company, Studebaker and Rockne 
distributor in this city. And his contention that personal 
contact is a necessary requisite to successful salesmanship 
jn the automobile field is borne out by a brilliant record of 
achievement in Queen City motor car circles, 


This does not refer to “immediate” 
prospects, solely, according to Jung. 
Rather, he says, it applies to friendly 
contacts in every day life; in busi- 
fess, on the golf links, at the bridge 
Party or wherever he encounters a 
new acquaintance or a group. De- 


veloping friendships appears to be 
an obsession with him and he de- 
clares he never has let a day go by 
Without effort to promote an 
acquaintance into a close friend- 
ship. To that he attributes his 
leadership in merchandising auto- 
Mobiles, accessories and service. 
Close attention to the customer, 
ter the sale is made, nurtures that 
riendship, Jung contends and 
éliminates much of the effort in the 
Tepeat sale, tending to make the 
ustomer look upon the salesman 

th the same degree of confidence 

e reposes in his physician or his 
panker. 

“It might be compared to an in- 
Surance ontract,” said Jung. A 

ood insurance salesman, after sell- 

g a policy, continues to keep in 

lose touch with his client, cement- 

ing his friendship, with the result 
hat he continues to collect a com- 
Mission on that policy year after 
year. In like manner the automo- 
bile salesman, who calls upon the 
éwner at intervals, to learn if his 
car is giving satisfactory service, or 
by telephone or letter invites his 
customer in for a check-up, soon 
inspires a confidence that cannot 
be shaken easily. 

“Many salesmen have operated on 
that principle to their great benefit. 

is has been proved definitely dur- 
ing the last few lean years. They 
are the men who have kept dealer 
fires burning and themselves far re- 
Moved from the bread line. On the 
Other hand the so-called salesman, 
Who made up his prospect list from 
show crowds or visitors to the estab- 
lishment of his employer, rapidly 
as passed from the picture. Today 

e is included among the unem- 

Joyed or is working at a job that 
does not call for initiative and ef- 
fort. Many, if not most of them, 

ere products of the boom period 
and they would be lost in the pres- 
ént highly competitive era. 

“Naturally most salesmen keep 
close watch on registration lists and 
they furnish many prospects. But 
there is no method so conducive to 
Success as frequent personal contact. 
A man does not have to make a 
fest of himself, In fact, he should 
efrain from exploitation of his 

usiness at times when it might be 
unseemly. His cue should be to de- 
velop close friendships among the 

mn and women he meets in his 
aily routine, whether at work or 
lay. By this method he soon will 
ind himself in position to approach 
them with a sales proposition, with- 
gut encountering the inborn resist- 
ance of human beings toward a sales 
talk. 

“Many times I have reached the 
stage where I thought the time ripe 
for an approach, and my effort 

roved a failure. But it always has 


en due to tight money, decision to 
p the old car a while longer, de- 
for a car in a lower or higher 





| Jung makes a definite appointment, 


|and in language he can understand. | 


v 


price range or some other valid rea- 
son. In a great majority of such 
instances I have received the assur- 
ance I would get the business when 
the man or woman was ready to 
purchase a car in our price class. 
Frequently those persons, not in the 
market at the moment of my ap- 
proach, have attested their friend- 
ship and sincerity by tipping me off 
to good prospects or have them- 
selves sent customers to us with 
cards of introduction. 

“Some salesmen become discour- 
aged, disheartened or plain angry 
in such cases and dismiss the pros- 
pect as ‘no good.’ A much better 
method is to redouble efforts to 
strengthen friendship with the in- 
dividual. Accept apparent defeat 
gracefully, appear to have forgotten 
it, but within the next ten days or 
two weeks make it a point to con- 
tact the prospect, casually if possible, 
and suggest luncheon, a foursome 
or a rubber at bridge. Thereafter 
bi-weekly contacts, at least, should 
be the salesman’s aim. It does not 
follow that these meetings should 
waste his time or that of the pros- 
pect. ‘I was just passing by and 
dropped in to say hello,’ and a 
prompt exit, unless he asks you to 
remain, will make a distinct hit 
with him and will keep you and 
your product in his mind. 

“In the case of the ‘immediate’ 
prospect, whose name has been | 
given you by a sales associate or a 
friend, as one ready to buy, daily 
personal contact, until the sale is 
made or lost, should be the rule, in | 
my judgment.” 

In arranging a demonstration, 


by telephone or personal call, as 
his judgment dictates. If a visitor 
to the salesroom appears interested | 
or a bona fide prospect, he suggests 
a definite appointment, at the cus- 
tomer’s convenience, avoiding what 
might seem high-pressure tactics by 
urging a forthwith demonstration. 
Experience has taught him that 
most prospects want the demonstra- 
tion ‘this afternoon or tomorrow,’ 
when the wife can be included. 

“Most sales are made or lost 
through the demonstration,” Jung 
continued. “I have a fixed route, 
and while covering it I remain at 
the wheel. That route takes the 
prospect over high hills, through 
beautiful residence sections and 
pretty suburbs, where scenic envi- | 
ronment will create a greater desire 
for car ownership, with opportunity 
to visit the beauty spots. After 
covering the route the prospect is 
urged to take the wheel and return | 
by the same route or one he chooses, 
where the car’s performance may be 
tested under peculiar or particular 
conditions. 

“I never bother the prospect with 
advice or sales talk while he is at 
the wheel. I let him enjoy the 
thrill of car control and the quick 
response to his touch. If he asks | 
some question I answer it. briefly | 


| tion of the show, 





A salesman’s comments and con-| 
versation are best confined to the | 


(Continued on Page 5) 


VERDICT AGAINST 


UNIVERSAL PRODUCTS 


Washington, April 26.—Mrs. An- 


nette E. Emerson, wife of Victor Lee 


Emerson, Philadelphia inventor, was || A series of brief biographies of outstanding motor car 
awarded $165,216,97 by a jury in | 


Superior Court here early last night | 
against the Universal Products Com- 
pany, a Delaware corporation, with 
headquarters in Detroit, for royalty 
due on a universal joint for motor 
cars which Mr. Emerson invented 
and turned over to his wife. 

It was contended that on or about 
December 20, 1914, Mrs. Emerson en- 
tered into an agreement with the 
Universal Products Company, grant- 
ing exclusive license to them to man- 
ufacture and sell the universal joints 
embodied in the invention covered 
by the patent. A royalty of 25 cents 
was to be paid on each joint man- 
ufactured and sold, so long as the 
patent remained in force, and settle- 
ments were to made on the tenth 
of each month during the life of the 
patent. 

Suit was filed here on June 9, 1931, 
and under the statute Mrs. Emerson 
was entitled to recover for three 
years prior, or June 8, 1928. 

The defendants claimed that in 
December, 1927, an agreement was 
made whereby the royalty was re- 
duced from 25 cents to 12% cents 
per joint. One of the questions for 
the jury to decide was whether or 
not a royalty of 25 cents or half of 
that amount was due on 1,666,066 
joints known as the “G” type, less 
some deductions of joints for which 
a lower price was received. 

Upon return of the verdict, Mr. 
Mahaffy made a motion for a new 
trial, and Judges Richard S. Rodney 
and Charles S. Richards, sitting in 
the Case, gave until May 12 to file 
the reasons. 


WHOLESALE GROUP 
TO SUPPORT SHOW 
OF PARTS MAKERS 


(Continued from Page 1) 


is contained in a communication to 
M. E. W. A. members over the signa- 
ture of B. W. Ruark, general man- 
ager. 

“This association,” Mr. Ruark’s 
letter continues, “and the M. E. M. 
A., together with its predecessor, 
have consistently stood for one rep- 
resentative trade show for our in- 
dustry. That is still the position of 
the M. E, W. A.” 

Success for this year’s exposition, 


to be held here at the Merchandise | 


Mart from October 23 to 28, is pre- 
dicted because of the strategic loca- 
which will be con- 
venient to a number of the leading 
hotels, and the further fact that this 
is world’s fair year in Chicago, an 
assurance of excellent attendance of 
the automotive trade at the expo- 
sition. 


ELECTRIC OUTPUT 
REFLECTS IMPROVED 
INDUSTRIAL RATE 


(Continued from Page 1) 
cline by weeks in electrical power 
consumption in the central indus- 
trial region, under the same wecks 
of 1932 and in this table can be read 
the increase in automotive manu- 
facturing that has taken place with- 
in the past few weeks: 


CENTRAL INDUSTRIAL REGION 

Decline From 

Week Ended Year Ago 
EE a kaka cd a OA — 3.6% 
BOOT TBiccccdcoccsnsece — 63 
Bee Biicscseneaessaces — 5.7 
Bee 2. cicastececeaces — 8.1 
March 2B. sccccccescedes —10.9 
De TO isp ccksenssee —10.6 
March 1Il...cccccccseces —14.4 
March 4 Dabaeeesearsouas — 9.6 
Peary By iccccceccess — 9.4 
Febr oan eee a a nq 
Pears EF. cccccccdecs — 65 
Serr yer LJ 
I BO ccs iccecnsas —10.9 
eee SE cicincaceness —10.8 
SRMOET 16. cccccncsenses -10.4 
STG Fs cans ccasesase — 85 


|I accepted a position as retail sales- 


| tract with the Reo Motor Car Com- 





| resulting net profit. 


| aged to finish the year on the right 





| These two goals can be 
only 





JOSEPH 
President Trew Motor Company, Dodge and Plymouth 
Dealer, Washington, D. C. 
Hegre is a Longwood, Va., boy who made good in the city, 
Mr. Trew is not one of the dealers who went into the auto- 
mobile business by accident, or because he considered it a 


“game.” 


OUR LEADING DEALERS 


And How They Got That Way 


and truck merchants, 






B, TREW 


He deliberately prepared himself to become an 


automobile dealer by working up through the shop and 
getting into the selling end only after he understood the 


fundamentals of service. 


But we are keeping Mr. Trew 


himself waiting, and so we introduce to our readers Joseph 
B. Trew, the energetic Washington, D. C., dealer in Dodges 


and Plymouths: 
“My experience in the automobile 





days. 

“I was born at Longwood, Va., lo- 
cated about one mile from Wake- 
field, where is situated the shrine 
commemorating George Washing- 
ton’s birthplace. 

“Leaving home at the age of 
17, I came to Washington, D. C., 
attended a business school at night, 
and took a _ position with the 
Washington branch of the Pope 
Manufacturing Company as helper 
in the accessory department, in 
which capacity I continued for sev- 
eral months. I was then made an 
accessory salesman. 

“After working as an accessory 
salesman for a year, I decided that I 
liked the automobile business and 
figured that the possibilities for its 
future were unlimited. 

“Determining that the best point 
at which to start was the shop, I 
entered as a mechanic’s helper, still 
with the Pope Manufacturing Com- | 
pany, and remained in the shop 
Studying and learning for three 


years, 
“During this time I was offered 
several other positions, paying 


much higher salaries, but I refused 
them all, still believing as firmly as 
ever that the automobile business 
would eventually bring tremendous 
rewards. 

“In 1909, deciding that I had a 
sufficient mechanical background, 


man with the local Reo dealer. By 
working hard and calling upon all 
of the ingenuity which I could 
muster, I managed to make a very 
fair success at retail selling. After 
two years of selling for Reo I wa 
offered the position of sales man- | 
ager with the Washington dis- | 
tributor for Overland, which posi- 
tion I held for about five years. 
“In August, 1914, I signed a con- 


pany as a distributor for Washing- 

ton and its adjacent territory. We | 
distributed Reos in this territory for | 
over fifteen years, until September, 

1929. During this period we dis- 

distributed in conjunction with Reo, | 
for shorter periods of time, the Peer- 
less and Oakland cars, 

“In September of 1929 we changed 
franchises, taking over the Dodge 
account, with the subsequent addi- 
tion of Plymouth, which two cars we 
have handled ever since. 

“Our company, which started in 
1914, along very humble lines, has 
since that date been fortunate in 
attaining a steady increase in size. 
Our best year was the year of 1931, | 
during which period we secured our 
greatest volume of sales and the 
While 1932 was 
not as good as 1931, we still man- 





side of the ledger, and intend to 
do the same in the current year. 
“Looking back over more than two 
decades of automobile history, and 
observing its growth from infancy 
to the full-sized giant that it has 
become today, I still believe that in 
order to be successful it is essential 
to create confidence and satisfaction 
in the minds of one’s customers. 
attained 
by making the principles of 
honesty and fair play a basis for | 
all dealing with the public. 
“However, what we must realize is 
that having sold a car is only the | 








JOSEPH B. TREW 


beginning of keeping customers sate 
isfied today. The best of service and 
personal interest must be rendered 
the owner thereafter. To this end 
we are striving daily to improve our 
service in every possible way, and 
to increase the personal attention 
given each owner, 

“Thus we have become merchants 
of transportation rather than mere 
purveyors of automobiles. Today 
the sale of the automobile is only 
the beginning of the part we must 
play in fulfilling our destinies in the 
economic functioning of our 
| country.” 


NAD. A. T0 OPEN 
DRIVE TO MOBILIZE 
NATION'S DEALERS 


(Continued from Page 1) 


that the directors of the association 
authorize the commencement of 
active work upon the movements in- 
dicated for immediate action. By 
proceeding in this manner we will 
not only have the best possible ad- 
vice on the order of activities ar< 
rangements, but also the unreserved 
supporting will of the great mass 
of our membership. Thus the dealer 
can work personally and effectively 
in his own community for measures 
that he knows to be of prime im- 
portance, and which he, himself, has 
advocated.” 


STUDEBAKER PROMOTES 
WHITTAKER IN N.Y. 


(Continued from Page 1) 


division manager in Queens county. 
Prior to that time he had served as 
division manager for the Brooklyn 
division. Mr. Bailly has a record of 
nine years’ successful sales manage-~ 
ment for Studebaker, and brings to 
his new position a wide experience 
in general sales work as well as an 
intimate knowledge of the methods 
and aims of the corporation. 
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The Effects of Inflation 


UTOMOTIVE DAILY NEWS, immediately the Federal 
government introduced its campaign of re- or inflation, 
warned its dealer readers that prices for motor cars would 
increase in common with those of other commodities and 
products. This increase in prices is the first effect to be 


felt in any national move to inflate. 
whatever money they have is going to become less valuable, 
and consequently they scramble to buy something before the 
relative buying power decreases. 

In the processes of inflation or reflation, as you may 
prefer to call it (it will probably be reflation if it is success- 
ful, and inflation if it is not), there are a number of lags. 
For instance, the minute that the inflation plan was 
announced, the minute, in fact, that the government made 
it apparent that it was not going to support the dollar in 
foreign markets, the prices for stocks and for raw materials 
shot upward, but the listing of fabricated goods did not, in 
the main, follow suit. 

In our own field there was no instant increase in prices 
asked for motor cars and trucks. The reason is that in the 
production of such articles of commerce as motor vehicles 
the manufacturers have to work ahead. They have made 
commitments for the materials used in their vehicles at 
price levels holding before any attempt at inflation was 
made. But there will inevitably come a time when the build- 
ers of motor vehicles or of machine tools, or trucks, or beer 
barrels, or pulpits, or roller skates or any other fabricated 
product will have to put into the price of the finished product 
the increased cost of the raw materials. 

It was this lag that we referred to when we urged our 
dealer readers to go out while time served and close every 
possible sale, telling the prospects frankly that price 
increases were certain to come, and that no one could pre- 
dict how soon they would come. At the present time motor 
vehicle manufacturers are building cars with materials that 
they bought or contracted for before inflation was in force. 
How long this low-cost material will last, who knows? But 
certainly the dealers and salesmen of the country will be 
doing no more than their duty by their clients when they 
inform them of the certainty of price increases. 

There is another lag that invariably accompanies infla- 
tion, and that is the lag in wages and salaries. When prices 
begin to go up on everything that we use, wages, alas, will 
not keep step with them. In a well-balanced and co-ordi- 
nated economic system that is exactly what would happen. 
Wages would be a moving factor, keeping step with prices. 
In our very imperfect system this has not yet been arranged. 

It will happen that wage and salary earners, during the 
period of readjustment to the new scale of prices, will prob- 
ably be even more badly off than they have been during 
the past three years. But if the inflation, as is hoped, 
increases prices and creates demand and maintains it, then 
industry will gradually get back to work to supply the 
demand that has been created. This means more jobs, 
increased general buying power and by degrees emergence 
from the slough of despond in which we have been wallowing 
for more than three years. 

When industry begins to take heart and gets back to 
work, providing jobs for workers, then wages, after the 
inevitable lag, will begin to climb back to somewhere near 
parity with increased prices. In the meantime the wage 
earner, as usual, will have to grin and bear it. 

In this lag between prices and wages there is always 
a chance for industry to make a better profit than it was 
able to do while deflation held sway. 

It seems rather futile and more than a little pathetic 
that after all these centuries of industrial and commercia) 
activity we are still so far from having mastered the con- 
struction of an equable economic system, that these lags in 
progress must still come along ta inflict hardship on the 
workers. But until we master the way te smooth out the 











1037 Henry Building, Seattle, Wash. 
New York city. 














periods of boom and depression that still exist in business, 
how can we hope to eliminate lags from the up and down 
movements of trade and industry? 
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WORLD C0. OPERATION 
KEYNOTE AT FOREIGN 


(Continued from Page 1) 


| carded gold. This new move made 
|by our government is expected to 
|have a_ stimulating effect upon 


phases of it will 
| convention speakers, 

“Fitting Exports Into Domestic 
Policy” 


port Corporation. 
among the leaders in the Chrysler 
|company in the fight to place it high 
in car exports, During the first 
|few months of 1933 Chrysler has 


|in comparison with domestic sales, 
and many of the problems faced by 
the company will be discussed. 





Morse is the chief speaker in his | 


group at the convention and con- 
| siderable time has 
to permit questioning and answers. 


the export department of the Na- 
tional Automobile Chamber of Com- 
merce. His subject will be “Imports 
|for American Manufacturers” and 
| he will describe views made on his 
extensive tours through foreign 
countries as an observer for the 
|N.A.C.C. Bauer is the leader of a 
movement for adoption of a bar- 
gain tariff policy. 

The most important speaker of 
the convention is expected to be 
Fred I. Kent, recently appointed by 
President Roosevelt as comptroller 
of exchange of the Federal Reserve 
Board, a position he also held dur- 
ing the World War. Kent was 
named under the famous “trading 





signed task is to stop speculative 
trade in dollars and to stop foreign 
raids on the dollar. Since the gold 
embargo was ordered he is chief in 
command of the gold supply in this 
country and he is also one of the 
most important figures in world 
trade. 

“The Origin and Background of 
the Present Problem” will be the 
subject-of Kent’s prepared speech. 
He will give a full account of the 
problem of credits and will also 
describe efforts of the national ad- 
ministration to promote the recov- 
ery of foreign commerce. 

The chief problems to be discussed 
at the convention will be tariffs, in- 
flation, the gold standard, exchange 
restrictions, depreciated currencies, 
trade barriers and reciprocal 
treaties. Considerable optimistic 
predictions are expected to be made 
on the basis of progress made in 
the last week at Washington on 
world trade problems, and since the 
inflation program will have the 
tendency to cheapen American la- 
bor and therefore place American 
manufacturers in better position to 
compete with foreign countries. 

The convention is held in the Wil- 
liam Penn Hotel and will continue 
through Thursday and Friday. 


B. F. GOODRICH CO. RECALLS 
300 FORMER EMPLOYEES 


Akron, O., April 26.—More than 
300 workers will be recalled to em- 
ployment this week in the mechan- 
ical division of the B. F. Goodrich 
Company, it is announced by J. H. 
Connors, president and _ general 
manager. 

Additions are restricted to former 
workers who have maintained Akron 
residences. 


CORRECTION — 


In an article on an unusual pur- 
chase plan employed by Cooper's 
; Chevrolet at Pensauken, N. J., which 
appeared here on March 8, our cor- 
respondent quoted Mr. Cooper on his 
use of the plan.. Our correspondent 
informs us that this quotation from 
Mr. Cooper came from a third 
source, presumed to represent the 
dealer. Mr. Cooper, however, wishes 
to state that the quotations were 
not accurate. He also wants to 
apologize to numerous. correspond- 
ents for not being able to answer 
their inquiries. 
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filing of the return. 

“The commission may require any 
person subject to the tax to file a 
surety company bond to insure the 
payment of the tax. ‘Every person 
who makes a sale of tangible per- 
sonal property at retail in this state 
shall be deemed to have procured 
from the Tax Commission a license 
so to do.’ This license shall be sus- 
pended in case a return is not filed 
as provided, or in case any tax or 
penalty is not paid when due, or 
if the commission imposes a fur- 
ther tax or penalty within thirty 


days from giving of notice of such 
further assessment. If the return is 
not filed or is incorrect, the com- 
mission is given power to determine 
the amount of the tax and the cus- 
tomary provisions are included for 





hearings and review by the court | 


of the decisions by the commission. 


“If the tax is not paid the Tax 
Commission may sue to recover 
judgment for the same, and it is 
also given the additional or alter- 
nate remedy of issuing a warrant 
to the sheriff for the collection 
thereof with the same force and 
effect as though a judgment had 
been entered therefor. 


Penalties 


“For failure to file a return within 
the time required there is imposed 
a penalty of 5 per cent. of the 
amount of the tax due, plus 1 per 
cent. of the tax for each month of 
delay or fraction thereof, excepting 
the first month after the return was 
required to be filed or such tax be- 
came due. 

“‘*Any person who shall sell tangi- 
ble le personal property at retail in this 


E.C. Bennett 
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N, Y. Sales Tax Places 
Burden on Dealers 


(Continued from Page 2) 


state after his license shall have 
| been suspended, and the officers of 
any corporation which shall so sell, 
shall be guilty of a misdemeanor, 
and punishment for which shall be a 
fine of not more than $1,000 or im- 
prisonment for not more than one 
year, or both such fine and im- 
| prisonment.’ 

“Any person or officer of a corpo- 
ration filing or causing to be filed 
any return, certificate, affidavit or 
statement required or authorized by 
this article which is willfully false 
shal] be guilty of a felony. 

“The returns filed are to be secret. 

“We have been in personal contact 
with Mark Graves, president of the 
|New York state Tax Commission, 
| and have requested rulings on cer- 
| tain perplexing questions of the new 
retail sales tax law, which affect the 
operation of the individual member's 
business. President Graves is unable 
to give any definite rulings until the 
survey has been completed, which he 
and his colleagues on the Tax Com- 
mission are now making to clear up 
many of the doubtful points which 
have arisen in connection with this 
law. As soon as this survey has been 
completed, President Graves has as- 
sured us that he would send us a*ti- 
nite rules and regulations on the 
operation of the tax law. We will 
after that time issue another bulle- 
tin giving complete details.” 


COMING EVENTS | 


MAY 
2- 5—Washington, D. C. United States 
Chamber of Commerce, meeting. 
17-18—Tulsa, Okla. American Petroleum 
—, mid-year meeting, Maye 
otel. 





JUNE 
16-17—Louisville, Ky. American Automo- 
bile Association, convention. 
18-July 3—Berdeaux, France. Seventh Au- 
femetite, Nautical and Aeronautics] 
Ow. 
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Production — Engineering —Factory © 


) Edited by Herbert Chase 
Offer New Hydraulic Pump 








The Hydraulic Press Manufactur- 
ing Company, Mount Gilead, O., has 
announced a -new series of radial 
pumps for generating pressure in 
operating hydraulic-powered ma- 
chinery. 

Such machines include many types 
of presses nad machine tools, weld- 
ing machines, steel mill machinery, 
testing machines and many others. 
The new H-P-M Pump is designed 
particularly for application to 
heavy-duty production machines, 
requiring high pressures. 

This H-P-M Pump is the posi- 
tive displacement, multiple radial 
plunger, oil pressure type, in which 
several new inventions are incor- 
porated. The output is variable in 
volume, and reversible in direction 
of flow. These characteristics can 
be utilized to full advantage with 
the aid of H-P-M pump controls for 
economical transmission and appli- 
cation of hydraulic pressure. 

Several of these pumps have been 
operating power presses during the 
past two years. Thus, the company 
has had an opportunity to test and 
prove their performance in actual 
service. 








{| Claims made for these pumps in- 


clude high efficiencies, both me- 
chanical and hydraulic, as well as 
smoothness of delivery; vibration- 
‘less operation, positive displace- 


|ment throughout suction and de- 
livery, simple design with a mini- 
mum of parts, sturdy construction, 
automatic lubrication and low main- 
| tenance cost. 

These pumps are built in six sizes, 
ranging from one gallon per minute 


sure capacities up to 3,000 pounds 
per square inch. 


QUALITY CASTINGS CO. 
TO COMBINE FACTORIES 
Orrville, O., April 26 (UTPS).— 
Announcement is made that the 
foundry operated at Columbiana, O.., 
by the Quality Castings Company, 


ville,, widl be consolidated 
Orrville plant at once. The move 





is made in the interest of economy. | 


The Quality Castings Company has 
been operating steadily at the Orr- 
ville plant for almost a year. The 
company ploduces many castings 
‘for automobile concerns, 





PERSONAL CONTACTS NECESSARY 
REQUISITE FOR SUCCESS 


(Continued 


scenic beauties, buildings and 
beautiful homes, with a word here 
and there as to some particular 
advantage of the car, all directed 
to the wife, if she is present.” 

No unusual methods are neces- 
sary to get an order if the car’s 
performance bears out the claims 
made for it, in Jung’s opinion. 
Little talking is required to impress 
the prospect with the beauty of line 
and interior appointments, he con- 
tends, and condemns high pressure 
methods as most likely to antago- 
nize the prospect, and especially his 
wife. He takes the position that 
the public generally is motor- 
minded. and will be influenced, 
chiefly, by roadability, performance 
and riding comfort. These are 
tests that come with the demon- 
stration after he has set forth 
his claim for his car's superiority, 
in a truthful businesslike manner, 
according to Jung, who takes the 
ground that a prospect, interested 
sufficiently to participate in the 
demonstration, will be satisfied if 
the claims are proved by the car’s 
performance. 

“About thirty days after the sale, 
and sometimes even sooner, I see 


the owner personally,” continued 
Jung, “and that close co-operation 
with him continues three months. 
Thereafter, unless we meet casually, 
I make it a point to see him at 
sixty-day intervals for the specifi¢ 
purpese of ascertaining how his bay 





from Page 3) 


(is performing and offering any sug- 
gestion that seems pertinent. These 
contacts also offer opportunity to 
ferret out new prospects who can be 
developed into friends and custo- 
mers. 

“Also on these visits I urge own- 
ers to keep careful check on their 
cars and take advantage of our 
service station facilities, to the end 
that they may be assured of the 
maximum in_ car _ performance. 
These contacts are continued until 
such period as it appears the own- 
er shows an inclination toward a new 
one. 

“Salesmen can develop much busi- 
ness with owners using the service 
station. There is no resistance to a 
friendly approach and a chat with 
the service customer about his car 
and many a sale has resulted from 
this interchange. I keep a close 
watch on our service station and 
make frequent visits there to chat 
with customers. If a man comes in 
with an old car, of any type, I make 
it a point to greet him and if he 
is leaving his car I urge him to let 
me drive him to his home or office. 
If he accepts I take him in a new 
car. I have yet to find one who has 
not shown his appreciation, in many 
cases even to the point of expressing 
a desire to drive one of our cars. 
That puts him in the class of ‘live 
prospects’ and I insist that he take 
the wheel himself for a little spin. 
That is the start that has resulted 
in many sales.” 


| states exhibits on 


to 100 gallons per minute, with pres- 


which also operates a plant in Orr- | 
in the | 


ANTI-SLUDGE OIL 
INTRODUCED | 


Standard Oil of Indiana is intro- | 


| ducing a new motor oil claimed to 


have remarkable performance char- 
acteristics made possible by recently 
developed refining 

The processes are known as pro- 
pane dewaxing and chlorex extrac- 
tion. In the first, complete dewax- 
ing of the oils is said to be accom- 
plished by dissolving them in liqui- 
fied petroleum gases held under 
high pressure. In the second, unde- 
sirable fractions of the motor oil 
base stock are dissolved out with 


processes, 


chemicals, leaving, it is claimed, 
only the choice fractions. 
Addition of these processes to 


previously known methods has re- 
sulted in an oil which the company | 
test exceptional 
durability. This is attributed to its 
resistance to heat and cold as well 
as to oxidation. 

| The new motor oil is said to be 
| virtually free from any tendency 
to deposit sludge. On this account 
it will be sold as the “first anti- 
sludge motor oil ever made generally 
| available” to meet the severe driving 
conditions prevalent today. 
| will be known as “Iso-Vis D,” 
letter distinguishing it from 
Iso-Vis previously sold. 

In an extensive advertising cam- 
paign motorists will be shown the 
nature of sludge deposits in engines | 
| and the manner in which the new 
| Oil prevents sludging troubles. 


NEW LOCK WASHERS 
AVAILABLE 


the 
the 


| 





Steel Products, 


puttting out a new lock washer un- 
der the name Stik-Tite. As shown 
in the illustration the washer is cor- 


| 
Inc., Detroit 7 


rugated and has locking points. It 
is made from spring steel and is 
cadmium- plated. 

are made for all standard 
bolts and nuts and for S. A. E. 
round-head machine screws. Finish 
in nickel plate, hot tin dip or Par- 
The 


Sizes 


kerized are also available. 
washers are non-linking. 


| FINANCIAL NEWS | 


| (Continued from Page 2) 


|loss for the initial quarter of 1932 
was $13,218,549. 

Directors ordered disbursement of 
50 cents a share on the preferred 
stock, the same as three months ago. 
The dividends on the ‘stock at the 
rate of $7 a year are cumulative, so 
that $2.50 a share in dividends now 
; are in arrears. 








YOUNGSTOWN SHEET 

Youngstown, O., April 26.—Youngs- 
town Sheet and Tube Company re- 
ports for the quarter ended March 31 
net loss of $3,473,370 after deprecia- 
tion, interest, eic.. comparing with 
net loss of $3,057,736 in the corre- 
sponding period of 1932. H. G. Dal- 
ton, chairman, told stockholders of 
the company at the annual meeting 
yesterday that operations of the 
company’s plants in all districts now 
are averaging 22 per cent. of ca- 
pacity in ingot output, compared 
with 20.6 per cent. a year ago, and 
an average of about 13.4 per cent. 
for the whole of 1932. First quarter 
operations averaged around 16.8 per 
cent., against 13.1 per cent. for the 
same period last year, a large part of 
the increase being represented by 
additional output of ingots in anti- 
cipation of larger orders from con- 
sumers. , 


This oil | 





A New Idea in Dovetails 


The Bassick Company of Bridge- 


port, Conn., has developed and 
placed on the market a new dove- 
tail. 

Among its features are that it re- 
quires only a narrow cut-out in the 


door pillar. There is a rolling action 
when wedge and blocks are engaged. 
This minimizes friction and gives 
easy and quiet opening and closing. 
The device is automatically self- 
adjusting and the door held rigidly 
in place when closed. All parts are 
steel and designed for long wear. 


INTERNAT’L ENGINEERING 
SENDS BEELER ABROAD 


Detroit, April 26.—The Interna- 
tional Engineering Service has dis- | 
patched its consultant, G. Beeler, | 
to Europe in order to establish 
agencies and distributors for the | 


| purpose of placing American prod- 


ucts on the European market. 

Mr. Beeler, who sailed on the 
S. S. New York, is well acquainted 
with American methods, systems 
and products and also well versed in 
| European business methods. He 
will visit Belgium, France, Germany, 
Switzerland, Austria and Czechoslo- 
vakia. 


|MOVE TO REORGANIZE 


EMPIRE STEEL CORP. 
Mansfield, O., April 26.—An ef- 
| fort to reorganize the Empire Steel 
, Corporation may be made by a 
| committee of bondholders at a 
; Meeting in Cleveland this week. 
| ©. H. Henkel, receiver for the con- | 
;cern since May 28, 1931, said in- 
creased operations over a period of 
|several months warranted such | 
;action. The reorganization plans, 
| he said, would involve the corpora- 
| tlon’s plants in Cleveland, Niles, 
Ashtabula and Mansfield. 
| 





GAUGE FOR FUEL 


PUMP TESTING 


CROPLEY 
6 Fuer PumpPTestTerR 3 


4 





Cropley Testsc ope Company, 
Aurora, Ill, is now marketing & 
gauge to check both the vacuum pull 
and the pressure output of a fuel 
pump and to detect and locate 
trouble in this unit. 

This instrument makes the check 
with the fuel pump on the car, un- 
der actual working conditions. A 
Single dial registers both vacuum 
and pressure. Insufficient suction 
will starve the engine at higher 


| speeds, and too much pressure on 


the output side will raise the fuel 


| level and result in loss of power and 
| excess 


fuel consumption. Safe 
limits are shown clearly on the dial 
of the instrument and tests can be 


made quickly and easily. The guage 
'with hose and connections lists 
at $9. 





MAY 


TRUCK 


ISSUE 


Brewers, Contractors and Own- 
ers of Over 1,000,000 Business 


Vehicles 


Revised 
schedale of 
Track Isenes 

MAY 13 
JUNE 17 
JULY 15 
AUG. 5 and 
AUG. 26 | 
SEPT. 16 | 
OCT. 14 

NOV. 11 
DEC. 16 | 


* 


Will Get This Issue 


Personally addressed copies to the Machol 
list, comprising over 20,000 names. 


If you want to reach not only those own- 
ers but exclusive truck dealers, important 
bus operators, leading passenger car deal- 
ers and important factory officials, use 
that issue with a page at $350; half page 
at $175, or a quarter page at $87.50. 


Forms close 2 days preceding publication. 
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STEEL OUTPUT UP 
Wheeling, W. Va., April 26.—Steel 
production in the Wheeling district 
has taken a decided upturn in the 
past four weeks, W. W. Holloway, 
president of the Wheeling Steel Cor- 
poration, has announced. Plants of 





this company now are operating on 
an average of 30 to 35 per cent., the 
highest rate in many months, Hol- 
loway said. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


BODY PLANT BUSY according to Buford Olson, vice- | FACTORY EMPLOYMENT 


Minneapolis, Minn., April 26.—For| president, Although part of this DECLINES IN JERSEY 
e first time in nearly two years|business has been received from} Trenton, April 26.—Factory em- 


normal crew of men has been em-| breweries, four special jobs being ployment in New Jersey declined 

loyed by Charles Olson and Sons,|rushed for a brewery at St. Peter,/3.9 per cent. in March, State Labor 

c., at 2945 Pillsbury Avenue, South, | Minn., several other companies have | Commissioner Blunt reported today. 
automobile and truck body builders, | put in orders, Mr, Olson explained. | Pay rolls dropped 8.3 per cent. 


CUMULATIVE NEW PASSENGER CAR 


Figures in this table are from R, L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ill, and New Jersey, 
in the New York state total. Some of these data have been published previously, but is given here complete for the convenience of our subscribers, 


In this table, 38 states and the District of Columbia Returns for today: California, Louisiana, 


CHRYSLER GROUP GENERAL MOTORS GROUP HUDSON GROUP 
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MEETING POSTPONED organization will be considered. More | and subsidiaries report for the first JONES & LAUGHLIN INLAND STEEL 
Springfield, Mass., April 26—The | than 58 per cent. of the common and | quarter of 1933 net loss of $2,521,568, conan tee gap tar mg uw| New York, April 26—Inland Steel 
meeting of Indian Motocycle Com-| preferred shares have approved the | after interest, depreciation, depletion|tnree months ended March 31\rePorts for the first quarter of 1933 
pany stockholders, previously ad-/plan, it was announced. and dividends on Trumbull Cliffs|net loss of $2,060,645, after taxes, |loss of $1,012,053 after taxes, intere 





Furnace preferred stock. This com-| interest, depreciation and depletion. |est, depreciation, depletion, etc., 
pares with net loss of $2,476,292 in| This compares with a net loss of |compared with net loss of $820,54) 
the corresponding period of 1932. $2,399,089 in the first quarter of 1932. 'in the first three months of 1932. 


REGISTRATION STATISTICS, MARCH, 1933 


which are furnished by the New Jersey Motor List Company, New Car Division, Trenton, N. J. Metropolitan district figures, compiled by Sherlock & Arnold, New York city, are included 
Readers desiring county, city or town lists, or lists of owners in any given section may obtain these by addressing any of the three companies. 


Massachusetts, Montana and Washington 


STUDEBAKER GROUP 


journed from April 10, was ad- 
journed yesterday until May 15, REPUBLIC STEEL 
when the management’s capital re-| New York, April 26.—Republic Steel 

















WILLYS-OV’R’D GR’P NON-AFFILIATED MANUFACTURERS 






State 
Totals 






Continental 








l 2| l | 453 























































































































































































































































































































































Alabama I 1| 4| 5] 10] 2| 2] 1| 4 | l 1| | } 
ec ace ad oe crease bl ncaa iecieeet i earnes ones emieeclh noo one ccanaid omemaedioonen nace) ceonaegh sonata 
neice cant me rc enc rR gt eh neh |__ 495 
California 11j__:132/ 128} 271 | 85) 3| 88 | 60) 29) 2 3| 83) 48; i| 52| 80) 2i| 6 5,883 
Connecticut l 2| 19} 21| 42| 10| | 10] 3} 2) 1] 4; 9] 4 | 14| 18} 9| i 1,223 
Delaware I ] 3| ] 3| 3| ee ee 
Florida I , 8) 3| 11} 22) ! 22] | 117| 2| 7 iil 2| 2| 2 4 3| | 1,315 
oe : a =| 4 * a 3 16| fmf 4 y l ; , : " "997 
| | | 1| 157 
na | ‘ 7a 78 154 | zi 3 8} —1 = 1| ia 12| ‘8 5a j sal ai 4 2] 5,053 
| 57| 41| 99] 42| | ea; 3j.|)|!TUC«&G 2 | 27 12} | 10) 10) 3] 3] 2,677 
Sooo | 17| 10} ‘27| 18} | 19| | 2| | 1 4 2) | 6| l 3] | 635 
Louisiana | 3| 3| 6] 3] | 3| | | 1] | 2| 1| | 7| 1| 3} | 536 
Maryland | 10} 12; 27| 9 | | an 20 3| | 6| 7  °&«2 2] 1,002 
Massachusetts | 47| 55) 110] 33| | 33; —~Ci«<C«‘«‘CS 4. °~»«3 6| 28| 28| | 59] 57| 10] | 3,261 
Michigan | i 42 12} 55 | 9| | 9] 2| 2| 17| 28 11] | 12} 25) 18} 1| 3,284 
Minnesota | 28) 28) 56] 2a ~=Cti‘<:*;*;*;*;*~CaiYCi‘i‘i‘éjééSY”COWO#™#™WCSYCOCOC(“(‘<‘C*‘NTSSC‘sSAUCl''’:S&MA 27] | 11] 16] 2) | 1,792 
Missouri | 64) 38] 108 42) 3} 45, «OG 1| 3} 1| 40) 16| 3] 27] 24) 9} 5] 4,111 
Mentana | 13] 6| 19 ! 8| 1| eo oe ee 5| 1| 14/ 1| ij  ~—~4600 
Nebraska | | 9) 3] — — Ff. — ft fF ff. | ry | g a | iy 789 
New Hampshire | 12| 9] 21| 1| ee ee 
New Jersey i 16| 66) 47| 129 | 12! 6| 18] 2| 3] 5| 4| 28) 33| | 37, ~—«40/ 5| 17} 3,428 
ow Memeo | | a a a Tied cael eel L. 
New york I 23) 116} 245} 384 | 134! 12 146 | 23) 5| 13| 34| 83, ‘101 1| 178| 134| 40) 7| 10,758 
North Carolina | | 4| 4| 8] 2) l _ =... -_— -F- f+ 2h UF 3| 4| | 2| 907 
North Dakota | | 4| 3] 7| ee ee ee 1 | 2| | | | 221 
Ohio | 9} 78| 52| 139 | 63| 1] 64| 10) 2| 6| 7| 49| 24| | 18| 28} 8| 2] 3,911 
Oregon | 2| 2| 5 9] 2| | ee ee ee ee ee ee 529 
Pennsylvania | 10 102) 58] 170 | a a) a a "| +66 #«1|  °#4«x+«2| 63| 85 22) 14| 6,969 
Rhode Island | 5] 3} 13} —. lUhaer.r lsc‘ tierreh...mUmrhVTCUlUCUCrLT.lUCCO.L.LULUmrC.LULUM | 7| 4) 2| | 546 
South Carolina | | 4| 2) 6] ee ee eae Le | z7~6—C:‘ aR | | 531 
South Dakota =| | 9| 4| 13] 5| | 5] | | | 3, S| | iy .0OCOC=«&: 1| | 222 
Utah ! | 7| 2| 9| a | 3]——CdTCC ] | 3 SC«sdYS ] ee oe ee 304 
Vermont | ] 2| 1| 3| 1| 1| ee ee ae | | _148 
Virginia | | 13} 5| 18] i) = ti‘éa)Y#ésti‘i‘(CS(S. #C@WY 7 | 20Ca|, Ct (‘(ié‘aOMSD’T 'YY)OOWUCUGUOQ 1} 1,343 
Washington | 2 14| 19} 35] 9) | 9] | 1| 4| 14 | | 6 5| a 1] 878 
West Virginia | | 10} 5| 15] 7 | 7| 2| | | 1| 5| 3! 5 1| | 550 
Wisconsin | 1| 44| 17/ 62] 21| | 21| a ; 13] Ss | 32; 15 4| 1| 1,464 
District of Col. 11| 10) ] |. 62 l l 16). ~—~«d Se 12/ 1,051 
Line Total 111} 1048 957| 802 48| 161| 292/ 82; 102) 664, 450! 8| 664| 690! 189 97 | 68,908 
Group Total | | | | 2116 | | | 850 | | | | | | | | | | | 
Alabama, 1932 | | 6| 4| 10] 12 1| 13} 3| | | | | 2| | __ 10 3 2| | 471 
Arizona, 1932 | | 5| 14; 19} 3| | 3| | | | ] Nl «a 2) 1| | 187 
Arkansas, 1932 | | l 3| 3| 1 | 1} a oe Ue 2| ee oe 324 
California, 1932 | 33| 131| 373| 537 | 87; 36) 123 | 138| 15| | 4, 185; ~—s«93 6 243,112) 22 85 | 6,541 
Connecticut, 1932] 8] 14| 62/ 84 | 40 5] 5, wb 7; 41 22/ 2, ~—C«*OS 35) | 1,645 
Delaware, 1392 | 2| 3| 4| 9] ij ti (téi*”zt 10] | ee ae 1| a Ti 6| 1 5] 301 
Florida, 1932 | 2| 7 15} 24| 16| 2| ij Sly ‘( éisétY:C~C~;‘SY)O*é‘éA|;COOC*C;SS 9 9 4) 6) 3 | 1,096 
Georgia, 1932 | 4| 14| 23| 41| 12 2| 14] 6| =. “2)C«d)iaGY ly 4 | _ 8% 
Idaho, 1932, || Csi 1| 2| 3] 5 rT 6] — * os l 6| : .. =. 4 | 4i 216 
Mlinois, 1932, °——OCSC=«W233 | 48| 245) 306 | 204 28) 232, 2—2StCi«73;—=Ct” 3} | 14 146) ~—:103, S18} 188) 80| 18) 38] 5,376 
Indiana, 1932 | 3} | 72| 96 | 113} 4| ll7} S41 | 3| 42) 26, 17) 0 13] 5| 20] 2,638 
Kansas, 1932 |  - 16 20,38 3} 41| atk r | 8| 4| 1\ 17 i 
Louisiana, 1932 | | 16 7| 23, —— ae ee 10) 3) 1 42| 6 l 2] 643 
Maryland, 1932 | 7| 16| 31) 54[ 33), 4| 37 | 21, ;r | 4 2, «16S”té‘“‘ ‘CS(;‘C*SMACO!OOUH CU AY 
Massachusetts, ’32| 28| 51; «156 235 | 60 22 82,47 | | 15), 68) 54 5 198,83 22) 7 4,336 
Michigan, 1932 | = 44 115) 169 | 60 12/ “2,2 2a ~SCOdTSté~<‘«~‘iY;SCS*«d RAS 48 yg 6 a,t—“(ié‘AY 8H 4,318 
Minnesota, 1932 | 19 97] 116| 84) 6| 9; #442; £3 | 42 34| me 55] 18] 4) 14|—«2,459 
Missouri, 1932 | 2 ai 37| 112| 170 | 253] 26| 279 | sy,ti‘(‘é‘ ‘dd t 2 81] 47] 120} 82] 3 47| «6,683 
Montana, 1932. | (1 5| 23| 29; s«da“ 5| i) oa 2) 7, v7 #x| wy a  &4| ida 67 
Nebraska, 1932 | | 10 11| 21| 44/ 5| oj; @g 3s ~~ CI | nM 4 i. a . ¢ #@ 920 
N. Hampshire, 32] _—=*|; 11) 18} x) 2| ij} | 3) 7 «2 24) 7 1 | ~490 
New Jersey, 1932 | 21; -—=«+52 169) 242 | 91| 28) 119| 38; | 7 7 «ot ©5| 127 ~~ 86] a], 6] 8280 
New Mexico, 1932 | 1 ce, —!.. 4 | ee ee ee a 
New York, 1932 | 55| 102) 644] 801] 353) 101| 454 | 158, t—i“‘w;*~<C;é‘*L GO| 219) 203) 45, 500, = 290, S54] 82] 12,243 
No. Carolina, 1932 | 3| 9.0~—COt«~«C2 24 17] 1| 18] 13) 2| | i 4 ] 3i 4 i a (74 
No. Dakota, 1932 | | 6| 4| 10| 13) ze  # | | 4 : i 1 
Ohio, 1932 | “4, «60 147| 211] 185) 23] 208] -63| fl | 10] 103; 336) 3! 149 ao Zot vues 
Oregon, 1932 a 5 22/ 29,13] 6| i] | | 2) 17 i l 20 3) Ii at ole 
Pennsylvania, ’32 | 25, —«62|_~—=S—«289 376| 328 56| 384 | 82| 7| | 1% 143; 798) z0) ao, Ay 32 a0 @ 18 
Rhode Island, ’32| 4| 9| 8| 21 | 23] 1| 24| 10| | a 8] — + il SC rn) 
So, Carolina, 1932 | ee ae 7 2 ll 1| l Ren i i 2 oe ~«d 
So. Dakota, 1932 | wn 12/ 15 | 8 3) 7. | a. 7 -) Z D 
Utah, 1952 | 4 9| 13 | 6 | 6 —s5| | | | 13) 6 4 ‘ __ s an 
Vermont, 1932 | 1 a 10} 11] 8| 3| iil 4 | . 5| Py ‘ é _ 4 
Virginia, 1932 | 5} «10 29| 44| 2) | 29 | 9} | ij 14| 117} 19 Lai - é ieee 
Washington, 1932} |  3ii 72| 103, ——5]SCtC*SY 30] 14| 2| | ofa) Ss ae ia i 2 
W. Virginia, 1932)  #4+1| 8 16 25). ~—«24 5| 29| 4| | l 18) es ili i ait —_! 
Wisconsin, 1932 | _10| 30} «107 147] 137| 10| 147] 38 1| | 1, @ 26 °° 21 100 iH _ asus 
Dist. of Col., 1932 | 2| 3) 39) ee 7 — 36| — 1| 51) 33 1 | 11ZJ 
Line Total, 1932 265 860} 2996 2386| 414) 1001| 61| | 180) 1565) 2432 182| 2465) 1176 307| 52% 83,088 
Group Total, ’32| | | | 4121 | | | 2800 | | | | | | | | | | \ i 





HAS HIS PRICE 


—-When He Gets Ready to Buy a Car 8 ) 


VERY man’s pocketbook is his master when 

he steps out to buy a motor car—and the 
dealer who hasn’t a car to meet the man’s price is 
simply out of luck on the sale. 
Price is a Chinese Wall around an automobile 
dealer—hemming the dealer in like a prisoner 
within the confines of a price range. 
But there are no tight and narrow walls around z 
Nash dealer. For the Nash franchise doesn’t pin 
a dealer down to one price field. Nash doesn’t pin 
the dealer down to two price fields — or to three 
—or to four.... Nash gives 
the dealer five lines of cars in 


five different price brackets 


AUTOMOTIVE DAILY NEWS, THURSDAY, APRIL 27, 1933 









Sg5 


to meet practically every prospect at his own price. 


approaches to any 
pocketbook—cars 


All under one franchise, too. Don’t forget that. 
Only one factory to deal with. And you stock only 
the lines you want to stock. A nearby distributing 
point keeps the complete Nash line on tap for a 
dealer to draw on as sales are made. 


And you know Nash—the strength of the Nash 
financial position—the Nash reputation built by 
sixteen years of building cars that stay built. 
Widen out—expand yourself 
without expanding your 
capital—strengthen yourself 





NASH 


SPECIAL EIGHT 
121-inch Wheelbase 
$965 to $1095 
SIX BODY STYLES 


All prices quoted f. 0. b. Factory—Special Equipment Extra 


—five separate and distinct with the strength of Nash! 






BIG SIX 
116-inch Wheelbase 
*$695 to $745 


*4-Door Sedan 
FOUR BODY STYLES 


STANDARD EIGHT 
116-inch Wheelbase 
*$830 to $900 


*4-Door Sedan 


FIVE BODY STYLES 


ADVANCED EIGHT 
128-inch Wheelbase 
$1255 to $1575 
SIX BODY STYLES 


AMBASSADOR EIGHT 
133and 142-inch Wheelbase 
$1545 to $2055 
NINE BODY STYLES 





